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THE PRACTICAL VALUE OF PUBLICITY TO THE WATER 

WORKS MANi 

By S. C. Hadden 

Occasionally an engineer performs a valuable service by bringing 
together in one paper data bearing upon a certain phase of engi- 
neering science which previously were scattered through engineering 
literature. It has occurred to the author that he might perform 
service to the water works fraternity by considering in this paper 
the value of publicity to water works men and the agencies avail- 
able for securing it. The thoughts mentioned, therefore, are not 
brought forward as fresh discoveries, but are submitted in the nature 
of a review. All of the activities here mentioned have been success- 
fully practiced by some engineers and some engineering societies, 
but so far as the speaker knows these matters have been very gen- 
erally neglected by water department officials and by the water 
works associations. 

For the purpose of this paper the water works man is defined as 
one who gives his entire time to the operation of city water works. 
Some of the thoughts brought out are not equally applicable to all 
water systems without regard to ownership, but the limitations 
imposed by the form of ownership are obvious and need not be indi- 
cated in detail. 

For the purpose of being specific let us take the case of the super- 
intendent of the municipally owned water works, and consider some 
of the publicity measures he can adopt to the advantage of himself, 
of his department, and therefore of his city: (1) The preparation of 
readable annual reports. (2) The preparation of pamphlets on spe- 
cial subjects for distribution among water takers. (3) The prepa- 
ration of reading matter for publication in the local papers. (4) 
Formal advertising. (5) Circularizing selected lists of prospective 
customers. (6) The making of addresses before gatherings of people 
in the locality served. (7) The holding of departmental meetings. 

' Read before first annual meeting Illinois Section, American Water Works 
Association, March 10, 1915. 
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(8) The use of hand bills and posters. (9) Identification with and 
participation in the activities of associations of water works men. 
These points will be taken up for brief discussion in the order named. 

ANNUAL REPORTS 

The annual report of the average water department bears evi- 
dence of hurried and compulsory preparation. It is perfunctory, 
lifeless, uninteresting and of small value. Usually it is composed 
largely of statistical matter presented in the form of tables. Such 
matters as extensions to the distribution system are recorded almost 
as minutely and as faithfully as the surveyor records the results of 
his surveys. Thus the extensions of mains, the installation of hy- 
drants and valves, etc., are tabulated in the published report which, 
as an exchange, goes into the majority pf the municipally owned 
plants in the country which are of enough importance to get out a 
report in exchange. Through this agency, therefore, the water 
superintendent of a town in Utah can learn, if he wants to, the exact 
location of every hydrant in any large city of Massachusetts having 
a publicly owned water sj^stem. But such information would be 
so useless he probably would not take the trouble to familiarize 
himself with it. For reasons clear from the foregoing statements 
and illustration the average report has little value as an exchange. 
Moreover, tabulated statistics of the character mentioned possess 
only small interest to few persons in the home community. These 
statistics should be filed, but the expense of their publication is un- 
warranted. 

Potentially the annual report is an important publicity agency. 
Some life should be put into it. The report may well begin with 
an interesting running account of the important activities of the 
department for the year. This should be prepared with a view to 
its publication in local papers. The report should give specific in- 
formation of general interest to others in the business and to active- 
minded people in the home community. Some things which fulfill 
this specification are: Special reports made during the year by out- 
side experts; the making and results of special studies and tests by 
department employees; summaries of statistics in standard form; 
descriptions of the handling of problems presenting special diffi- 
culties and having somewhat spectacular features, a concise de- 
scription and history of the water system; numerous photographs 
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of works finished and under construction; a discussion on the use 
and abuse of the water system in the home, etc. Such matters 
would make a report both readable and instructive, and would 
quicken the citizen's interest in and appreciation of the water 
works of his city. 

PAMPHLETS 

A number of water departments have made use of pamphlets to 
instruct consumers in the proper reading of water meters, and a few 
have adopted the same means to curtail the waste of water in lawn 
sprinkling. A notable example of the latter class was the pamphlet 
issued by the water department of a western city, a few years ago, 
on the making and care of lawns. The superintendent realized that 
consumers were using altogether more water than was necessary in 
lawn sprinkling, and he got out the pamphlet to show people that 
water alone, even a flood of it, will not make a good lawn. This is 
a publicity measure which may well be adopted when the water 
supply is limited, or the pumping facilities inadequate on peak load, 
and where fiat rates are in force. Of course with a fully metered 
and ample supply, properly determined rates, and adequate pump- 
ing facilties there is no occasion for limiting the use of water in 
sprinkling. The speaker has believed for some time that where it 
is desirable to limit the use of water for lawn sprinkling, experiments 
might well be made on grass plats on the pumping station grounds 
for the purpose of determining the proper amount of water to keep 
grass green and growing under local conditions of soil, temperature 
and precipitation. Such experiments would soon furnish a depend- 
able guide to the man who wants to use just enough water to keep 
his lawn in good shape. The pamphlet furnished the proper means 
of recording the results of such experiments. 

NEWSPAPERS 

The newspaper furnishes by far the best publicity medium in a 
community. Articles should be written in popular style and their 
acceptance for use is assured. The average local newspaper is 
hungry for copy and the editor will gladly run readable articles 
pertaining to the design, construction and operation of the local 
water system when these matters possess news value. It is a mis- 
take to suppose that newspapers want only highly sensational 
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matter. They would give more space to engineering matters but 
for the fact that the staff reporter lacks the technical knowledge 
requisite to the preparation of articles on engineering works. Some- 
one in the water department should write these articles when any- 
thing is to be gained by their publication. When funds are wanted 
for water works betterments the newspaper columns should be used 
for the stating of arguments favorable to the improvement or exten- 
sion of works. This phase of the subject presents such large possi- 
bilities that no effort can here be made to cover it except by sug- 
gestion. The two thoughts of major importance are that nearly 
everybody reads the newspapers and that editors are willing to pub- 
lish any sort of solid information if it possesses news value. The 
suggested uses of the newspaper also make for friendly relations 
between the editor and water officials. Surely this is a desirable 
condition. 

FOHMAL ADVERTISING 

The modern water system is, in a sense, a manufacturing plant 
of which the product is pure water. The sale of this water produces 
the revenue. While comparatively few cities have competing water 
systems, very few public supply systems enjoy a complete monopoly. 
There are usually numerous competitors in the form of shallow wells. 
Here is a case where it is to the public good for the large concern to 
crowd out all the small ones. It is not only the business but the 
duty of the water official to sell his product to the exclusion of all 
similar products of inferior grade. All surface wells in cities are 
polluted or are constantly liable to pollution. They should be closed 
and an effective method of accomplishing this result is by adver- 
tising the good quality of the public supply and the poor quality of 
shallow well water. In so far as this is a business matter it should 
be handled by business methods. Advertising copy should be pre- 
pared, showing analyses of the competing supplies, and published 
in the local papers at usual space rates. This has been successfully 
practiced in several cities. In the Proceedings of the American Water 
Works Association for 1910 there is a paper by Mr. Dow R. Gwinn 
entitled: "Advertising the Water Works Business." This is a most 
interesting and valuable discussion of this form of publicity. It 
should be read frequently by managers of both municipally and 
privately owned plants. As Mr. Gwinn pointed out, water works 
advertisements are of two types: commercial and educational, but 
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the latter must, in the nature of things, be a help to the former. 
Household conveniences such as bathroom facilities, kitchen sinks, 
and water motor washing machines may be mentioned as items 
to advertise from the commercial side. Under the educational side 
good will, among other things, can be built up. 

CIRCULARIZING LISTS 

In any locality it is not a difficult matter to obtain a list of the 
names of the householders who are within easy reach of the distri- 
bution system of the public water supply but who are using shallow 
well water. This list, in part or in its entirety, can be circularized 
to advantage. Circulars should be drawn up to show the supe- 
riority of the public over the individual supply, giving data on cost 
of service, relative purity of the two supplies, the convenience of 
having, at all times, water under pressure in the house, etc. These 
circulars may be either mailed or delivered by an employee of the 
department. This publicity measure possesses the considerable 
advantage of reaching surely and directly the persons who con- 
stitute the department's best "prospects" for new business. 

ADDHESSES 

There are times when publicity through addresses before gather- 
ings of the people will be helpful to the water official. Again let 
us suppose that an election is to be held so that the people can 
vote on a bond issue for water works improvements. At such a 
time if there are any speech makers in the water department they 
should seek an opportunity to address such bodies as chambers of 
commerce, civic associations, and clubs of all sorts. Even the high 
school classes may be addressed to advantage, for in these times 
many of the high school age have already enjoyed much greater 
educational advantages than did their parents and their influence 
at home is, therefore, out of proportion to their age and general 
experience. At times of rate revision addresses are also helpful. 
This form of direct appeal is, of course, a very effective publicity 
measure. In ordinary times an occasional descriptive lecture on 
the history and construction of the local water system before an 
actively interested body is always worth while. 
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DEPARTMENTAL MEETINGS 



The progressively managed municipal water department of San 
Diego, California, has recently secured considerable publicity at 
home and throughout the country by holding what might be termed 
a school for water works employees. The department does all its 
construction work by force account. Considerable work of this 
character is now going on and several hundred men are employed. 
The superintendent has caused to be held monthly meetings at 
which all the employees get together for the purpose of getting 
better acquainted and in order to familiarize each of the bureaus, 
into which the department is divided, with the work done and the 
methods employed in the other bureaus. Thus a study is made of 
the procedure within the department from the time a request for 
material is issued until the material is delivered on the ground and 
ultimately placed in the improvement for which it was ordered. At 
these meetings the various construction foremen and other employees 
of corresponding rank in other bureaus read papers in which they 
record their experiences and the methods they employ in handling 
the work in their charge. The men take a keen interest in the 
meetings and the results obtained have considerably raised the 
efficiency of the department. Good fellowship is also promoted, 
as it brings the men and foremen together, oftentimes eliminating 
imaginary grudges. The superintendent gets in direct personal 
touch with the various employees by means of these meetings. The 
papers read are good; those the speaker has seen are in quality fully 
up to the average paper before the smaller water works associations. 
Of course each meeting is reported in the local papers and good 
publicity is thereby secured. Effort toward self-improvement is 
universally commended in individuals and the same must be true 
of water departments. 

HAND-BILLS AND POSTERS 

Hand-bills have been used in emergencies to supplement news- 
paper announcements advising consumers to boil the water. They 
have also been used in house-to-house canvasses for the purpose of 
curtailing the waste of water from defective plumbing and careless 
use. Posters have been used for emergency purposes as stated for 
hand-bills. They have also been used for advertising purposes. 
Thus in one city where the water works had to compete with shal- 
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low, private wells, crayon sketches on large posters were drawn to 
show how the water in such wells becomes polluted from various 
causes. These posters were conspicuously displayed on bill boards 
in various parts of the city. In general, hand-bills and posters 
should be used only for the purpose of supplementing other publicity 
measures. 

IDENTIFICATION WITH WATER ASSOCIATIONS 

Some publicity usually comes through local papers to the water 
department which sends a delegate to the convention of a water 
works association. This is the best evidence the community could 
have that its water department management is endeavoring to keep 
up with the times. So much for the department. As for the dele- 
gate as an individual there can be little doubt that if he attends 
the conventions regularly and takes an active interest in the pro- 
ceedings he is safeguarding his future in the business. The thoughts 
he takes to the convention strengthen him with others in the busi- 
ness; the thoughts gained at the convention and taken back home 
tend to fortify him in his position in his comniunity. 

PUBLICITY WORK BY WATER WORKS ASSOCIATIONS 

Delegates to water works conventions, as is the case in all other 
engineering society meetings, are rather prone to say that the 
public should do thus and so. The trouble with this practice is 
readily illustrated. Suppose the subject under discussion is the 
neglect or incompetent operation of small filtration plants. The 
average delegate knows these plants are often, perhaps usually, 
handled to poor advantage. The fault is said to lie with the public 
and this is true, but the fact should be stated directly to the public; 
that would be education. When a water works man tells one or a 
group of his contemporaries that small filter plants are often abused, 
he states a thing they all know and deplore. That is commiseration, 
not education. It seems to the speaker that there has been too 
much of this. There can be no doubt that the associations have 
always been willing and anxious to educate the public and they 
have accomplished much by indirect methods. Much more could 
and should be accomplished by direct methods. The author believes 
the American Water Works Association should have a pubUcity 
committee whose function it would be to prepare matter pertaining 
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to the water works business for publication in newspapers. Such 
a committee would increase immeasurably the usefulness of the 
association. Thus let us suppose the association feels that small 
filters are too often neglected. Then the publicity committee should 
prepare short articles on that subject and send them to newspaper 
editors in towns having such filters. That seems the best way to 
bridge the gulf which now lies between those competent to teach 
and those who need instruction. 

Again the public needs to learn the importance of having trained 
men in charge of water works operation. College training is not 
implied in that statement, for the man who has had years of prac- 
tice, supplemented by the proper amount of reading and study, is 
a trained man in the sense here intended. This is a matter the 
suggested pubUcity committee might well work upon. It is not so 
essential that municipal plants be taken out of politics as that trained 
men be appointed to take charge of them, and educational work 
along this line is certain to be productive of much good to the 
water works business. Even politicians can be made to see that the 
appointment of trained men is a vote catching medium. 

As stated earlier in this paper, in discussing newspaper publicity, 
editors will gladly accept for publication such matter as the sug- 
gested publicity committee would prepare. In the process of handling 
this matter the editor would become well informed and could be de- 
pended upon, in the majority of cases, to bring the same subjects 
up again in his editorial writing. 

All the water works associations are seeking new members. In 
this connection it is interesting to note that the membership of the 
Cleveland Engineering Society increased over 50 per cent within 
two years after the appointment by the society of a publicity com- 
mittee. This is a remarkable rate of growth for a society over 30 
years old. Publicity work, such as suggested for the American 
Water Works Association, will surely add many new members each 
year. 

DISCUSSION 

Mr. Dow R. Gwinn: The speaker listened to Mr. Hadden's 
paper with much interest, as he is a thorough believer of publicity 
in the water works business. The average customer has very little 
idea of the difficulties which the water works men must meet in 
supplying water. If our customers knew something of the problems 
that we are compelled to solve, they would be more charitable with 
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their criticism and would pay their bills with better grace. It is 
good policy to take the public into your confidence and let them 
know what you are doing. 

Mr. Hadden very kindly referred to the paper which the speaker 
presented to the American Water Works Association at the New 
Orleans convention in 1910 and, by the way, he has a number of 
extra copies of this paper which he would be pleased to furnish to 
anyone who is interested. 

Mr. Hadden has well said that the best publicity medium in a 
community is the newspaper. While the speaker would not confine 
publicity work to newspapers, he believes that the major part of 
the money spent along this line should be used for newspaper adver- 
tising. We have contracts with our daily papers for a 1 inch adver- 
tisement for every day in the year, so that the company is always 
represented in every issue of each of the daily papers published in 
the city. We have about forty different ads which are used for this 
purpose alternating from day to day and when the entire lot is used, 
they commence over again. Some of the ads read as follows: 



Give up the back-breaking pump, 
Use Filtered Water. 

City Water in Terre Haute 
is purified by scientific 
methods in charge of an expert. 
It is tested every day. 

Filtered Water Kitchen Sink— 
6 Room House — IJc per day. 

Don't be tied to the Pump. 
Get City Water in the Kitchen. 



Good Morning : Have you 
used Filtered Water 
This Morning? 

Pure Filtered Water 

Bath Room in 6 room house 

3jS per day. 

The Good Landlord puts 
City Water in Kitchen and 
keeps his tenants 

The Public Be Pleased. 
We strive to make City Water 
Service as near perfection 
as possible. 



Sometimes we use a half page; sometimes we use a whole page, 
and on one occasion, we used a double page, when we used a large 
cut showing how well water is contaminated from privy vaults. 
We pay special attention to the headlines, some of which are as 
follows: 

The Public Be Pleased. 

Come on in, the Water's fine. 

Don't be tied to the Pump. 

Get on the Water Wagon. 

Fix up the Old House. 
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We have used quite a number of cuts and on several occasions, 
used a large cut running across the page, showing the park at the 
pumping station and a portion of the buildings, with the headline, 

THE HOME OF PURE FILTERED WATER 

We have used some posters, but as stated, believe that the best 
results can be obtained by advertising in the newspapers. 

About four years ago, we did considerable circularizing. First, 
we went through the street index in the local directory and checked 
off the addresses of all who were using city water and found that 
there were over 4000 premises along the line of our mains that were 
not using water from us. We then prepared a half dozen circular 
letters, which were printed on the mimeograph and the addresses 
put on with the typewriter. The typewriter ribbon corresponded 
very closely in shade and color to the ink used by the mimeograph 
and the letters had the appearance of being typewritten. These 
letters were mailed to more than 4000 people and were accompanied 
with a circular on colored paper, with attractive type and, in some 
cases, with cuts. The letters were sent out about a week or ten 
days apart. One man came in and said that he had received three 
of our letters and was ready to put in city water. He was the head 
of a large institution which uses $250 to $300 worth of water a year. 

One of the best things that we sent out in connection with these 
circular letters was a pamphlet entitled "An Important Trial," 
which purported to be the trial of Mr. City Well and Mr. Privy 
Vault. It was gotten up in legal style and attracted a good deal 
of attention. To those who are interested, the speaker will be 
pleased to send a copy of this pamphlet. 

In addition to the publicity work already mentioned, will say 
that we believe that a good way of getting the public familiar with 
what we are doing is to have them visit our pumping station. Work- 
ing along this line, we engaged a landscape gardener, spent hundreds 
of dollars for trees and shrubberies, feed up a tennis court for the 
use of the public, and really have a very beautiful park at our 
pumping station. We invite the public to use our tennis court and 
to have picnic lunches at the plant. On several occasions, we have 
invited the local medical society to visit the plant and have served 
supper. We have also had the Young Business Men's Club, the 
Manufacturers' Club, and also the city officials. Some of the 
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teachers in the public schools have taken their classes to the plant 
and Professor Bruce, who has charge of the chemistry class at the 
State Normal School, makes a point of taking each of his classes to 
the pumping station and gives them a talk on the Purification of 
Water. 

Accepting an invitation from the Manufacturers' Club, the speaker 
gave them a talk on the Methods of Testing Meters, the Purification 
of Water and Results Obtained. He had a number of charts, show- 
ing the daily average bacteria in the river water and in the filtered 
water, and also the reduction in cost of water to residence con- 
sumers who were on meters. 

There is another method of pubUcity which we use that brings good 
results: Our bills are payable quarterly and at the beginniag of each 
quarter, for a period of ten days, we have a notice in the paper to 
the effect that "Water bills are now due and payable. Pencils to 
first comers." We buy 50 gross of lead pencils at one time at $3 
per gross, or a trifle over 2 cents apiece. They are first class lead 
pencils, coated with white enamel, with gilt top and rubber and 
inscribed in gilt letters, "Compliments Terre Haute Water Works 
Co." "Pure Filtered Water — Low Rates." These pencils are dis- 
tinctive and when one takes out a white pencil, practically everyone 
present knows that it is one of the water works pencils, and an 
expression frequently heard is "I see you have paid your water 
bill." The beautiful white enamel is suggestive of the purity of 
the water, while the gilt letters suggest that the water is good as 
gold. 

As these pencils are given out from the first to the eleventh, at the 
time the quarterly payments are due, the people have learned that 
it is better to pay their bills promptly and get a pencil. When bills 
are not paid promptly, we must send a notice by mail with a two 
cent stamp and envelope, making the cost equal to the cost of a 
lead pencil. Hence, we believe that outside of the value as an 
advertising medium, we are getting a good return on the investment. 

In our city, where water can be secured from the ground at a 
nominal expense, it is necessary to educate the people: to show the 
advantages of using water under pressure, and also the danger of 
contamination of water taken from the ground on account of the 
lai^e number of privy vaults. One day a man came into the office 
and wanted water for sprinkling purposes. We suggested that he 
also should take the water for domestic use, but he quickly repUed 
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that he had a good well, the best one in that part of the city, that 
people came from several blocks around there to get water from his 
well. We asked him if he had ever had the water analyzed and he 
said no, that the water was all right; it was clear and nice and cold 
and it was not necessary to have it analyzed. We offered to furnish 
him with a barrel of salt, free of cost to him, if he would put it in the 
privy vault and then if the water from the well became salty, he 
would know where some of it was coming from. He refused to accept 
the proposition and when we pressed him for a reason, he said it 
might spoil his well. 

The average water works man will want to know if advertising 
the water works business pays and in reply, the speaker will say 
that when he came to Terre Haute 14 years ago, the company had 
about 2000 customers, after being in the business for 27 years. We 
now have about 7000 customers and the gross earnings are more 
than double what they were 14 years ago. Of course, all of this 
increase is not due to advertising, for we have made a point of serv- 
ing a very high grade of filtered water. We have an unusually good 
plant and are getting fine results in the way of bacterial reductions. 
We have a laboratory and make daily examinations of the filtered 
and unfiltered water. Good water and good service attract busi- 
ness, but advertising is a material help in developing business. 



